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COMPANY: Mentoring Minds 

LOCATION: Tyler, Texas 

INDUSTRY: Educational Tools 

BUSINESS CHALLENGE: 

Leading child developmental 

products supplier, Mentoring Minds, 

identified the potential for growth 

through targeted marketing based 

on past customer purchases. Their 

existing accounting system, 

QuickBooks Enterprise, did not allow 

for post sale follow ups, or help them 

with customer service. 

  

Background: 

Lisa and Michael Lujan co-founded Mentoring 

Minds with the aim of improving leaning and 

development skills with school aged children 

and young adults, via teaching tools and aids 

focused on both in-class and home 

development.  Mentoring Minds is dedicated to 

excellence in developing quality educational 

products that are designed to help teachers 

teach children to think critically, for effective 

problem solving.   

Mentoring Minds has earned a reputation of 

distinction in the industry, via their hard work 

and product/service focus with teachers, 

curriculum coordinators and administrators.   

Business Challenge: 

As a small to medium business with up to one 

hundred thousand customers, Mentoring Minds’ 

only way of viewing or tracking customers was 

via their accounting system.   

Mentoring Minds wanted a system that would 

not only track all incoming and outgoing 

customer correspondence relating to both 

companies and individuals, but needed a 

company- wide calendar, sales leads 

management facility, and wanted to display 

accounting figures for those without access to 

the accounting program.   

Operating in a niche market, Mentoring Minds 

were without an automated means of tracking 

campaigns, and were unable to measure the 

effectiveness of chosen strategies.   

Solutions Overview : 

The deep integration between QuickBooks 

Enterprise Solutions 6.0 and Legrand CRM was one 

of the primary reasons Mentoring Minds adopted 

Legrand CRM as their customer relationship 

management software package.  A major concern 

was sales follow-ups post purchase.  “We wanted to 

be able to keep track of our marketing and interest in 

our products and follow up with customers” says 

Lisa Lujan, co-founder of Mentoring Minds.   

Within the company, Mentoring Minds are now able 

to pick up where others left off.  “Our company has 

grown so quickly in a short amount of time, so just 

being able to track what people are doing is a 

benefit.  For instance, if one employee is working 

with a customer and another employee gets involved 

in the situation, they can see what the other one has 

already done” says Lujan.   

Utilizing the Legrand CRM Accounting link has 

resulted in time savings via the bi-directional 

customer accounts interface.   “All of our customers 

are set up in Legrand and we are able to just push 

them through to QuickBooks, which is a big time 

saver” says Lujan.  

“Internally, we have benefitted because information 

is there for everyone to see and pick up where 

someone else left off.  It takes all of the guess work 

out of what is going on with a customer.  Also, 

everyone can ‘view’ the accounting information they 

need from QuickBooks without actually having 

access to the program which eliminates incorrect 

changes and deletions within accounts”.   

 

SOLUTION: 

Legrand CRM CORP Edition, 

Legrand Accounting Link 

QuickBooks Enterprise  

RESULTS: 

Mentoring Minds are now able to: 

·  Use the Legrand CRM 

Opportunity Module to manage 

sales leads from initial enquiry 

through to purchase.  

·  Track all correspondence 

between company and 

customer, allowing staff to work 

seamlessly across all areas. 

·  View sales transactions via the 

Legrand CRM Accounting link, 

eliminating the need for sales 

staff to have access to the 

accounting system and 

accidental changes or deletions 

to the data. 

·  Increase marketing ROI by 

targetted promotions based on 

past customer purchase 

information extracted from their 

accounting system.  
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